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A WORD ABOUT AUDECIBEL 
FROM THE SOCIETY'S PUBLISHER 


Dear Friends: 


Over the past year and a half it has 
been our privilege to visit many of the sup- 
pliers to the hearing aid industry in their 
offices. We regret that we have not been 
able to meet and greet more of you. 


With a judgment based on several years 
of trade magazine publishing experience, we 
see a bright future for AUDECIBEL and for 
its owners The Society of Hearing Aid Audio- 
ologists. We are proud to be associated 
with this movement. 


Any publication, to succeed over the 


long haul, must be sold to its advertisers 
on its merits. While it would be within the 
province of Society officialdom to call upon 
the industry to aid this valuable cause with 
advertising support for its publication, such 
a course has been resoundingly discouraged 
by this publishing company. We have felt, 
and feel now, that AUDECIBEL can be a 
tremendous success if sold just on its very 
considerable merits. 


Just what are these considerable merits? 
Well, first, you must understand the purpose 
of AUDECIBEL: This publication is strictly 
an educational and professional journal pub- 
lished to bring to the otologist, the hearing 
aid audiologist, and others in the field of 
hearing and audiology, authoritative arti- 
cles, papers and data concerned with re- 
search, techniques, education and new de- 
velopments in the field of treating and assist- 
ing the hard of hearing. 


Now, to understand the merits of these 
purposes you must understand just what 
goal the S.H.A.A. is endeavoring to reach. 
Let’s explore that a bit. The Society of 
Hearing Aid Audiologists is dedicated to 
the goal of reaching and maintaining the 
highest possible standards of ethics and 
competence in the field of hearing aid audi- 
ology. This is an extremely worthy cause 


D. Dale Hughes, presiden' 










Hughes Publishing Co. 


and such a noble endeavor will certainly 
tend considerable prestige to your product 
when properly advertised in AUDECIBEL. 


But, as we have stated, aside from being 
an organ of an ethical society endeavoring 
to make great gains for an industry, AUDE- 
CIBEL is a magazine of considerable merit 
as a publication. There is no other single 
publication that covers the entire ‘Point of 
Influence” in the sale and purchase of hear- 
ing aids: physicians, otologists, teachers, 
rehabilitation workers, vocational guidance 
specialists, etc. Some half-dozen other 
magazines would be required to cover all 
of these fields. 


At no time should you consider AUDE- 
CIBEL as just another publication that circu- 
lates among hearing aid dealers. It lends 
prestige, it works to elevate the industry, 
and it does a big job at the “Point of Influ- 
ence” with its 14,300 plus circulation. 


We hope that our readers will patronize 
our advertisers and that many more adver- 
tisers will soon come to recognize and enjoy 
ihe return of AUDECIBEL advertising. 

Very cordially yours, 
AUDECIBEL MAGAZINE 
D. Dale Hughes 


D. Dale Hughes 




















by Huz 
ABOUT THIS ISSUE 


A nice fat, juicy issue of 
AUDECIBEL awaits you. as 
you thumb thru the pages that 
follow. Advertising revenue is 
at an all-time high. Editorial 
content is tremendously inter- 
esting and there are some new 
features that should tickle the 
intellectual palate. 

The new cover design is the 
product of Detroit artist Ken 
Lockwood, new page layouts by 
our staff. Hope you like it. 

a 
THE CONNECTICUT 
SITUATION 

The attempt by the optical 
commission in Connecticut to 
force hearing aid dealers fit- 
ting hearing aid glasses to be li- 
censed has failed. 

This was a victory for fair 
play. It fits the objectives of 
the S.H.A.A. and the conten- 
tions of the optical profession: 
That, with the exception of a 
few individuals — hearing aid 
dealers can’t, won’t and don’t 
intend to do any part of the 
optical work on hearing aid 
glasses. And the optical profes- 
sion don’t intend to do anything 
with the hearing aid. 

— 
ZANOLLI ON PANEL 

The Society has been signally 
honored by having its president, 
Tony Zanoiii, invited to partici- 
pate as a panel member, in a 
discussion at the 32nd Annual 
Convention of the American 
Speech and Hearing Associa- 
tion. The convention is sched- 
uled for the Palmer House in 
Chicago on November 19 to 21. 
The panel discussion is set for 
9:00 a.m., Tuesday, Nov. 20th. 

Topic for the discussion is 
“Selection of Hearing Aids” 

(See ROUNDUP on page 18) 
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Tow HEAR The 


by THORNTON ZANOLLI 


president, Society of Hearing Aid Audiologists and 
editorial director, Audecibel Magazine 





A® ARTICLE in the Septem- 
ber issue of Good House- 
keeping magazine dealt with 
the hearing aid industry—dealt 
with it in an unfair and singu- 
larly uninformed manner. 

The article, or this was our 
impression, gave its readers the 
impression that a hearing aid 
was something like a box of pop- 
corn or an umbrella as far as 
selling went. 

It is simple, the article seem- 
ed to say, you just go to your 
doctor and find out whether 
you are deaf or not. Then you 
go to some reliable store, pop 
down your money and leave 
with your hearing aid. 

The article did mention clini- 
cal audiologists, saying they 
should be referred to by the 
deafened for an examination 
and then they could go and buy 
their hearing aid, like an um- 
brella. 


But nowhere in the article 
was there any mention of cer- 
tified hearing aid audiologists, 
who must have at least two years 
of training and experience, and 
have to fit the proper hearing 
aid to the proper type and de- 
gree of deafness. 

The only mention of dealers 
was in & round about way—the 
implication being that they are 
all one jump above old-time fly- 
by-night patent medicine men. 

This article was so unfair 
that it is hard to keep an open 
mind and give the publication 
the benefit of the doubt and say 
that is was simply a careless, 
and one-sided job of reporting. 


There is no mention of the 
fact that we don’t have to be 
doctors when we inspect an ear 
to see that the client should go 
to his doctor for an examination. 


(See NOW HEAR THIS on page six) 











A PURPOSE AND A GOAL 


THE PURPOSE: AUDECIBEL, is strictly an educational and professional journal, the purpose of 
which is to bring to the otologist, the hearing aid audiologist, and others interested in the field of hearing and audiology, author- 


itative articles, papers and data concerned with research, techniques, education and new developments in the field of treating and 
assisting the hard of hearing. 


THE GOAL: The Society of Hearing Aid Audiologists is dedicated to the goal of reaching and 
maintaining the highest possible ethical standards in the field of hearing aid audiology. AUDECIBEL is dedicated to the goal of 
rapport among all those concerned with the hard of hearing so that mutual and overlapping problems may be recognized and out- 
standing ideas, skills and experiences be shared for the greater benefit of all. You are urged to write in for details of how YOU 
may participate in and benefit by this worthwhile endeavor. 
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Top of the Line... 


Wearing Cd 


ey Nc keel | 





WORLD'S FINEST SUB-MINIATURE HEARING AID 


YOU COVER THE MARKET WITH DAHLBERG! 


You have nine exclusive, superbly engineered 
and smartly designed hearing aids . . . each 
for a special sales problem, a specific hearing 


need. 


* * * . e s e . . 4 


Now 





The New Dahlberg Admiral’ 


JOINS THE WORLD’S MOST 
DISTINCTIVE AND COMPLETE LINE 
OF TOP QUALITY HEARING AIDS 





THE ONLY COMPLETE 
LINE OF EAR-LEVEL 
HEARING AIDS 





FEATURING 


Optic-Ear, 


HEARING GLASSES 
The smartest, trimmest, most wearable 
hearing glasses on the market! Fastest sell- 
ing and most copied hearing glasses made. 
Also, Super Optic-Ear for the more se- 
verely deafened. Same shape, same style— 
more power. 





. An exciting 
contemporary hearing aid 


It’s true. The new Admiral is un- 
like any other hearing aid you’ve 
ever seen. Its superbly crafted 
styling and rich glowing beauty 
create an aura of priceless, jewel- 
like elegance never before at*ain- 
ed in any hearing aid. 

And this contemporary concept 
of instrument design is fully car- 
ried out in the quality of preci- 
sion engineering that makes the 
new Admiral as dependable as its 


qr ‘ 


Magic-Ear. 


HEARING AID 
The lightest, smallest hear- 
ing aid in the world! Only 4 
ounce! So easy to wear so 
many different ways makes 
it so easy to sell. 





Miracle-Ear. 


CORDLESS AID 
World’s first and only one- 
piece hearing aid worn entirely 
in the ear! Nocord anywhere. 
Most appealing hearing aid 
ever made. 


... ONLY DAHLBERG aa ALL FOUR! 


FIRST with the FINEST in hearing aids, 
Dahiberg Dealers sell more becuse 
they're enjoying the greatest “years 


ahead” franchise in the industry today. Keop —_ 


THE DAHLBERG COMPANY) «+ 





alps with ga. latest advancements 





GOLDEN VALLEY ¢ MINNEAPOLIS 27, MINNESOTA 


fisy} 
7 


{}i 
Vi 


i( ‘ept 01 
design! 


name and as exquisite as the finest 
jeweled watch. 

This is truly a hearing aid you 
can sell with pride and satisfac- 
tion. Complete with volume con- 
trol, tone control and the full 
powered performance of hearing 
aids twice the size, the new sub- 
miniature Admiral marks a new 
level of hearing aid manufactur- 
ing for modern living . . . again 
First with Dahlberg. 



























HINGS can look grim for the 
office worker with a hearing 


handicap. In my own case, I 
had to be the bread-winner of a 
family, and I already had two 
strikes against me—I was a 
woman, and I was “over forty.” 
The hearing loss seemed to be 
the straw that would “break my 
back” as a wage-earner. 

All that is behind me now 
that I operate a dictating ma- 
chine, for I am employed full- 
time as a result. The world of 
self-reliance, employment, and 
independence that it opened to 
me, wonderful as it seems, is 
both simple and understandable, 
offering fresh opportunity to 
office workers, and would-be 
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Left: “Three tiny dials . . . and the 
deaf hear!” Mrs. Robinson 
proves it. 


I realized that I was discover- 
ing something new for the deaf. 
The ease of transcription is, 
in itself, something to cheer 
about. But when you have, 
coupled with this ease, mastery 
of the dictator, too, you really 
feel as though you’re in control 
of things! Every secretary 
knows that she takes her boss’s 
dictation “as is,” period. It’s 
up to her to compensate for his 
shortcomings, whether he mum- 
bles, stammers, or “murders the 
King’s English.” Unless she has 
cat ears, it’s just too bad. 
With the dictating machine, 
however, the picture is reversed. 
The grooves on the belt, revolv- 
ing at the touch of her toe pedal, 
say what the executive wants 
said in the best way he knows 
how to say it. If he talks too 
fast and his syllables run to- 
gether, she doesn’t have to give 
two weeks’ notice—all she needs 
to do is turn one of the three 
magic dials on the machine to 
slow him down. And if he’s a 
“whisperer,” or talks to his 
necktie, or downright mumbles, 


FOR THE HEARING HANDICAPPED 


Vocational counselors take note of this true-life 
experience of a hard-of-hearing secretary 


by PEG ROBINSON 


office workers, who before have 
lost out because of poor hearing. 


It took me about five minutes 
to learn how to use the Dicta- 
phone, a portable, compact, elec- 
trically powered machine the 
size of a fat briefcase. The first 
time I saw it, I proceeded to 
transcribe a complete recording. 
It took me 42 minutes — an 
average of seven minutes a let- 
ter — and during every minute 


she can fix him. She has an- 
other magic dial—volume. Up 
he talks, to suit her taste. 

But the most dramatic of 
these three dials holds the great- 
est secret for the hard-of-hear- 
ing: tone control. 

Before most of us can grasp 
the significance of this new 
reign over sound, we might con- 
sider the deaf individual and 


(See OPPORTUNITIES on next page) 
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(Continued from previous page) 


her problem. As with poor 
vision, each case is different. 
Each requires specific correc- 
tion, as with prescription lenses. 
Some hear poorly in the treble 
register; others in the lower; 
still others right in the middle, 
where many people talk. 

With me, things fade in the 
high tones. Consequently, as I 
happily transcribed this first 
Dictabelt material and dis- 
covered at the outset that the 
speaker was no bass, or even a 
baritone, how do you suppose it 
felt to turn that tone dial until 
he talked in resonant bass tones 
and I heard him distinctly! 

How do you think it feels to 
know—fully and finally—that 
you can do a dictating-machine 
job because you can hear every- 
thing on every record. 

As if these weren’t enough, I 
found still another friend—a 
quick tap of my toe on the rim 
of the pedal, and the belt would 
play over the last groove, the 
one holding the last few words. 
Two taps meant two grooves 
repeated, and so forth. Once 
free to repeat, I was so encour- 


“My hearing aid receiver and the 
Dictaphone’s were identical and snap- 
ped onto my earmold.” 


aged that I had to resort to it 
only once—when the words were 
proper nouns naming a hypo- 
thetical business firm appar- 
ently invented for the test. 

On the heels of this good 
news, at the beginning of my 
acquaintance with the Dicta- 
phone, I found that I was able 
to snap its tiny receiver button 
precisely onto my own individ- 





ual ear-mold, made for my own 
hearing aid, and so completely 
exclude outside “office noise.” 
My dealer tells me that this 
should be true of practically all 
other makes of hearing aids. 
However, if, wearing a hearing 
aid, you should succeed in get- 
ting a job (as I did), and should 
find yourself confronted with a 
dictating machine of another 
make (as I did), you may have 
to work (as I did) with an ex- 
tra wire flapping around your 
ear, admitting extraneous noise. 
I am employed, though, and 
that is what counts—that, and 
the good word that my experi- 
ence brings other hard-of-hear- 
ing human beings who may be 
worried about job prospects. 
No longer need trained, ex- 
perienced office people sigh for 
better days; the door to secre- 
tarial work is no longer shut. 
No more should rehabilitation 
centers, hearing societies, or 
hire-the-handicapped groups 
advocate the shunning of dicta- 
tion for the deaf. With our 
office hearing aid, we are 
equipped to market our skills 
along with anybody else. 


Reprinted from the March, 1955, Business Edu- 
cation World. Copyright, 1955, McGraw-Hill 
Book Company, Inc. . 





There is no mention that the 
vast majority of the 3,000 deal- 
ers and all of the certified hear- 
ing aid audiologists ao this since 
our client’s health is important 
to us as businessmen as well 
as fellow human beings. 

There is no mention of the 
fact that we urge certain clients, 
brought in by anxious relatives, 
to take the hearing aid that suits 
their needs—because the great- 
est problem of the deafened to 
be overcome is their withdraw- 
al from and distrust of the 
world. Therefore urging is ne- 
cessary. Hearing aids still have 
to be sold. 

There is no mention of the 
people we examine and send 
away because a hearing aid 
would do them no good. 

There is no mention of the 
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You MEAG Vhs (Continued from page four) 


fact that when a client buys a 
hearing aid, we stand behind 
it, service it, adjust it to their 
failing hearing, and are availa- 
ble at all reasonable times to 
see that they make the best 
hearing adjustment that time, 
skill and electronics can make 
available to them. And that this 
service costs us money over the 
cost of the aid itself. 


However let’s assume that 
this was simply a careless and 
one-sided job of reporting on 
Good Housekeeping’s part. 


This brings us to a matter of 
principle as important to the 
American people as this unfair 
article is to us as hearing aid 
audiologists. 


It brings us to freedom of the 
press. As Americans this is one 


of our sacred freedoms. It’s 
justification is that the public 
has the right to honest reports 
of what has happened because 
they themselves are the govern- 
ment and, at the polls, must 
decide the fate of the country. 


That is why the press is free. 
But sometimes it is overlooked 
that this puts a tremendous 
duty on the press itself. It gives 
the press an obligation to print 
the facts, not hear just one side 
of a story, and print truths. 


Looked at this way, the arti- 
cle was an abuse of that sacred 
freedom. It was an abuse not 
just noted by ourselves but by 
some of the outstanding phy- 
sicians and others in the field 
of hearing. It was an abuse that 
harmed those readers with hear- 
ing difficulties—by driving 


them further from help. 
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sales impressions for... 





Tonemaster advertising is 
saturating the country’s 
hard of hearing! 


Yes, over 100,000,000 exposures to your cus- 
tomers all over the country ... quality leads to 
be turned into sales... another step in the ag- 
gressive approach Tonemaster is taking to create 
sales for dealers. 

Tonemaster’s ahead-of-the-field design and 
superior quality instruments at a remarkably 
low dealer price mean greater profits for you! 
The “Tonemaster Family of Dealers” will receive 
high quality leads from this dynamic advertising 
program that will be transposed into sales—fur- 
ther evidence of the “all out” effort of Tonemas- 
ter to aid its dealers! This fall program is designed 
specifically to let each dealer gain maximum prof- 
its from leads produced through national adver- 
tising. 





















HERE’S WHY 


ARE SO VALUABLE! 





As you can see from 
= above, Tonemaster 
dn, constantly has you— 
the dealer—front and foremost 
in mind to develop quality leads from every mar- 
ket in the United States and Canada... produc- 
ing high volume sales for every Tonemaster 
Dealer. Advertising mats, counter cards, litera- 
ture, folders, mailers, letterheads and other mer- 
chandising helps are all available to Tonemaster 
Dealers. Factory paid advertising both national 
and in key dealer markets supplement each deal- 
er’s own efforts. 
Remember TONEMASTER-—the fastest sell- 
ing line of hearing aids in the industry. 


WRITE OR PHONE PEORIA 6-0871 FOR COMPLETE DEALER PROPOSAL MANUAL 


MANUFACTURING COMPANY 


| 128 SOUTH MONROE ¢ PEORIA, ILL. © PHONE 6-0871 


TONEMASTER DEALERSHIPS 





UR Western Civilization is 

built around a framework 
of the professions to a far 
greater extent than is generally 
realized. 

With the fall of the Roman 
Empire, the Christian church 
gradually became the great uni- 
fying power in Europe, where 
the sense of legal order, which 
arose from Roman law, was 
never entirely forgotten. The 
thousand years which we call 
the Middle Ages were one long 
training in religious principles, 
the purpose of the universe, a 
sense of order, rational thought, 
and the rule of law. 

All this training was in large 
measure the work of two pro- 
fessions: theology and _ law. 
They prepared the intellectual 
soil which blossomed forth in 
the rich harvest of the Renais- 
sance. In that harvest were 
found the seeds of modern 
science, whose fruits have 
changed our world as few other 
things have ever done. 

In the universities which 
arose in medieval times, theo- 
logy, law and medicine were the 
three fields of professional 
study. They were thus asso- 
ciated with scholarship and be- 
came known as the learned pro- 
fessions. Down through the 
centuries these three professions 
have established in the public 
mind the pattern of a profession 
by their ministry to the people 
and their service to society. 

This idea is well expressed by 
Vannevar Bush in The Qualities 
of a Profession: “There has 
been no true profession that 
has not with dignity and author- 
ity advised and counselled the 
people, that has not guarded 
the commonwealth. For a true 
profession exists only as the 


Page 8 











A 


true profession 


. exists only as the 
people allow it to 
maintain its preroga- 
tives by reason of con- 
fidence in its integrity 
and belief in its gen- 


eval benefi_ience. 

















“he 
PROFESSIONS 


MODERN 
SOCHETY 


by H. J. MacLeod, P. Eng. 
Dean, Faculty of Applied Science 
University of British Columbia 


Rit is natural 
and proper for the 
younger professions to 
seek greater profes- 
sicnal recognition and 

improved economic 
status.9? 





people allow it to maintain its 
prerogatives by reason of con- 
fidence in its integrity and be- 
lief in its general beneficence.” 

In the nineteenth century, 
engineering formed an alliance 
with modern science and began 
its march to professional status. 
In the intervening years, the 
engineer has unlocked the store- 
house of nature for the benefit 
of mankind. 

With the magic of science he 
has made possible the amazing 
developments in transportation, 
communication, mass _ produc- 
tion, and new materials. He 
has lightened and shortened the 
hours of labor and raised the 
standard of living beyond the 
dreams of earlier times. His 
work is less personal and more 
indirect than that of older pro- 
fessions, but the strength and 
safety of the nation depend 
upon it. 

With the wider applications 
of science, other professional 
groups have arisen. It is na- 
tural and proper for the younger 
professions to seek greater pro- 
fessional recognition and im- 
proved economic status. In this 
connection it is well to remem- 
ber that “a tree is know by its 
fruit,” that improved economic 
status might possibly be won at 
the expense of an honored place 
among the professions. 

These critical times in our 
democratic way of life call for 
the spirit and philosophy of a 
profession at its best — for ad- 
vice and counsel with dignity 
and authority, for guardians of 
the commonwealth. 

The professions offer a chal- 
lenge and a satisfaction to those 
who accept the disciplines and 
meet the standards by which 
professions live. 
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CONFIDENCE 


EARNED BY RAYTHEON’S SMALLER-THAN-EVER TRANSISTORS 





Confidence in Raytheon Transistors has been earned as a 
result of our seventeen years of close cooperation with the 
hearing aid manufacturers. Now, by making possible the 
manufacture of minute, compact hearing aids, Raytheon 
Transistors are actually creating a new confidence in and 


hence a ready acceptance of hearing aids by the public. 


In decreasing the size of Raytheon Transistors, high 
efficiency and reliability have been maintained. Close 
association with the industry has helped achieve convenience, 
economy and dependability in Raytheon Transistors. 

Raytheon will continue to inspire confidence as it helps 


the industry bring quality hearing aids within the reach 
of all who need them. 





® RAYTHEON MANUFACTURING COMPANY 
Excellence in Electronics Semiconductor Division - ~... 


BOSTON: 150 California St., Newton 58, Bigelow 4-7500 + CHICAGO: 9501 Grand Ave:; Franklin: Park; TUxedo 9-5400 
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. .. A NEW FEATURE IN AUDECIBEL 


On this page we begin what we hope to be one of the most interesting and widely 
read features available to those who work with the hard of hearing. 
to be a a thorough-going scientific treatise, but rather a homey bit that might lend help 
here and there. We'll appreciate vour letter of comment and welcome your questions 
regarding hearing problems that can be answered by Mr. Hearwell in future issues. 


It is not intended 























MR.HEARWELLS 


Glimpses into the files of a successful hearing aid audiologist 


Mr. Hearwell looked up from 
the papers on his desk, his eye- 
brows raised in a question as 
Mary, his receptionist came in, 
quietly closing the door behind 
her. 

“There’s a Mrs. Jackson out- 
side,” Mary said. She smiled. 
“She’s a kind of crotchity little 
lady about 70 years old. She re- 
fuses to talk to me. She said 
a friend of hers sent her to see 
you.” 

Mr. Hearwell smiled in a 
kindly way. “Who did she say 
sent her, Mary?” he said. 

“She refused to tell me ANY- 
THING,” Mary replied. 

“Well, we can’t keep her wait- 
ing then. Send her in.” 

As Mary opened the door and 
went back to the outer office, 
Mr. Hearwell couldn’t help 
thinking that to people as young 
as Mary, in her twenties, 70 
seemed a doddering age if a per- 
son was infirm. 

It was amusing because Mr. 
Hearwell was 65 years old him- 
self last July and his hair was 
snowy white—but apparently 
Mary hadn’t thought of that. 

The lady Mary escorted into 
the office had a frown on her 
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face. She looked at the chair 
and carefully sat in it before 
looking at Mr. Hearwell. 

“Mrs. Pierce sent me to you,” 
she announced and sat back, 
waiting for Mr. Hearwell to do 
something about it. He did. He 
smiled. 

“Mrs. Pierce is one of my 
favorite clients,” he said. ““How 
has she been?” 

He said it in a conversational 
tone. Mrs. Jackson, he noted, 
was watching his lips. She seem- 
ed to relax a little at his remark. 
“Fine,” she said, “But it’s about 
me that I’m here.” 

Mr. MHearwell _ said, 
course, Mrs. Jackson. 
seems to be the trouble?” 

Her brusque distrust was 
typical of almost all of his cli- 
ents. When he had been young, 
he took it personally. But with 
experience and the progress 
made in understanding the hard 
of hearing since he was young, 
he knew that it was natural for 
a person living in even a semi- 
silent world, who had come to 
distrust his own ears, sometimes 
his own sanity, to be distrust- 
ful of the people in the silent 
world around them. 


“Of 
What 


The time he had spent keep- 
ing abreast of surgical, psy- 
chiatric and electronic develop- 
ments had never been wasted. 
It enabled him to refer some 
cases to doctors when more than 
a hearing aid was needed, to re- 
commend against a hearing aid 
when it was not needed, to 
patiently overcome the client’s 
distrust, build up their confid- 
ence in him and fit them with 
the instrument that would raise 
the curtain of silence around 
them. 

And so, as Mrs. Jackson talk- 
ed, he listened closely. 

“. . .and the doctor told me 
that the loss of hearing was due 
to a dead nerve on the ear drum,” 
she said. 

As she continued to talk, Mr. 
Hearwell made a mental note: 
The doctor had no doubt said 
“a nerve BEYOND the ear 
drum” and she, with her hear- 
ing difficulty, had interpreted 
the word wrong. This was not 
just a loss of hearing but a loss 
of the ability to understand. Her 
auditory nerve, that part that 
was functioning at all, some- 
times sent the wrong messages 
to the brain. 

It was undoubtedly a percep- 
tive loss meaning that she has 
more trouble’ understanding 
what people said than in actual- 
ly hearing them talking. 

When Mrs. Jackson was 
through talking, Mr. Hearwell 
pursed his lips and nodded his 
head up and down a moment. 

“The first thing to do is test 


(See MR. HEARWELL on page 21) 
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YOU SELL MORE 


with Audivox.. 4 because Audivox 
gives you MORE 


TO SELL! 


BILL BARTH SAYS: 


“The Audivox ‘87.50’ is a Sensation in New York City!”’ 


“T can’t speak for other parts of the country, but I 
can tell you that 87.50 has stirred up tremendous 
consumer excitement. in this, the most competitive 
market in the world. The reason for this response is 
not hard to understand. When, at such a startling 
price, a really inconspicuous ear-level hearing aid is 
made available without cords or wires, or button in 
the ear, or bulk or clothing rustle, it becomes a 
dealer’s dream — (even an Audivox dealer’s). Add to 
this spectacular leader the complete Audivox hearing 
aid line, and you have a combination that just can’t 
be beat. Whatever the hearing loss, whatever the 
budget, it’s what we —and, of course, our public — 
have been waiting for!” 


In 1944 Bill Barth, the exclusive Audivox Manhattan 
dealer, a graduate of the University of Pennsylvania, 
became interested in the hearing aid business. His 
outstanding abilities were quickly recognized by a 
national hearing aid organization and he was promoted 
in quick succession to branch manager and then to dis- 
trict manager in New York City. In 1953 Bill Barth 


established his own dealership, the Empire State 
Hearing Aid Bureau, Inc., at 33 West 42nd Street, one 
i e of the largest hearing aid offices in New York City. 





We know that much of this success story is due to the 
outstanding personal abilities of Mr. Barth. 


Bill modestly attributes his success to his spotlessly 
clean and cheerful offices, the comfortable, private 
demonstration rooms, and the efficiency of his repair 
department. He is also a great believer in systematic 
advertising in its various forms — direct mail, news- 
paper advertising, and detail work with doctors and 
clinics. 

Bill sums it up by repeating our headline, “YOU SELL 
MORE WITH AUDIVOX .. . because Audivox Gives 
you MORE to SELL.” 


successor 10 Western Electric wearinc AID, DIVISION 
123 Worcester St., Boston, ESCH 


“the HEARING AIDS Your Doctor Knows ! ”’ 





Every organization of our magnitude has 
openings which occur due to retirement, death, 
or as a result of steady expansion. A few 
Audivox franchises are available in the United 
States and Canada. For full details write and 
tell us who you are and where you would like 
to fit into this success picture. 





Several Detroit members of 
the hearing profession added the 
happy ending to the case of a 
“deaf-mute,” only 10 years old, 
who was bound for a mental 
institution where he didn’t be- 
long. 

The boy is Terry Frank, ward 
of the Macomb County Court, 
who was committed to the 
Pontiac State Hospital for the 
Mentally Il. 

But before it happened, some 
interested people stepped in. 

Before going into that let’s 
look first at Terry’s_ back- 
ground, for a better understand- 
ing of how the near tragic situa- 
tion arose. 

Terry was a great favorite 
with the nurses in a Mt. Clemens 
Hospital the first year after his 
birth. Then he began acting 
oddly. 

It was found he was deaf. So 
his parents, about to be di- 
vorced, turned him over to the 
custody of the court. 

For the following years he 
was in a number of foster 
homes. In one, the people want- 
ed to adopt him—but then the 
husband died. 

Six years ago he was sent to 
the Michigan School for the 
Deaf at Flint—where he was 
considered too immature for 
schooling. Back to foster homes. 

Finally, two years ago he was 
examined at University Hospital 
in Ann Arbor where it was 
found he had “no usable hear- 
ing.” Later, Ford Hospital re- 
ported they were “unable to get 
complete cooperation on tests.” 

He was rejected again from 
the Flint school this year be- 
cause he had become a problem 
with other children. 

It was decided that commit- 
ment was the only answer. Medi- 
cal tests showed that he definite- 
ly was psychotic.” 
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Reprieve 




















TERRY FRANK 


FROM A MENTAL HOSPITAL 


Responsible coop- 
eration among hearing 
aid dealers, the medi- 
cal profession, social 
agencies, and the courts 
turned this potential 
saga of human tragedy 
into one of the most 
heart-warming incidents 
of the passing scene. 


First stop on the road was 
Haven Farm, at Romeo, a small 
home for retarded children run 
by Harry Brenner. 

That was the turning point. 

“He was very upset,” Bren- 
ner recalls. “He was confused 
and hungry for love and affec- 
tion. 

“Then he became interested 
in some kittens. We noticed an 
improvement. He quieted down, 
learned to do dishes and other 
chores—learned to take orders. 

“We began to wonder whether 
it wasn’t just that he had never 
had a home before that made 
him act differently from other 
children. 

“We wondered if his deafness 

(See REPRIEVE on page 14) 
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“Lady America” for women, Model 840 for men 


HERE IS ONE REASON WHY 
THE NEW RADIOEAR IS A SUCCESS 


These slender, lightweight side pieces are a 
major factor in making the new Radioear Eye- 
glass Hearing Aid such a success. Radioear 
customers are pleased at being able to enjoy 
ear-level hearing without the need of thick, 
heavy side pieces which exert excessive pressure 
on the head. And opticians like being able to 
adjust the glasses properly, with no hearing 
aid parts to get in the way. 

Yes, the slender side pieces are one reason 
for the mounting sales of the new Radioear, 
but the main reason is that it is a powerful aid 
that gives the owner clear, undistorted hearing. 
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The side pieces for the new Radioear Eyeglass 
hearing aid are slender and light. They are 
easily and correctly fitted by the optician. Note 
how graceful and trim they look. 


Add the fact that the Radioear distributor can 
also offer his customers models that can be 
worn with a smart headband or hair clip, as a 
tie clip, or in the conventional manner, and you 
have most of the story. 

Lightweight, superior performance, and the 
dependability for which Radioear is famous... 
it all adds up to a real selling story for the 
Radioear distributor. 


Radioear Corporation 
Box 8032, Pittsburgh 16, Pa. 


4 Hearing aid 
fits here 





Radioear Hearing Aids 


| She Welds Swat? 


oe 
7 
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Reprieve From A MENTAL HOSPITAL 
(Continued from page 12) 


wasn’t the seat of the entire 
trouble and if that might be 
overcome.” 

Brenner made inquiries. 

He was referred to Wayne 
University’s clinic in Detroit 
where Miss Geraldine Purcell, 
clinical audiologist, tested Ter- 
ry’s hearing. 

Sitting with the ear phones 
adjusted, Terry watched as Miss 
Purcell adjusted the micro- 
phone in front of him. 

“Nose,” she said, pointing to 
her nose. A startled look came 
over Terry’s face. It was per- 
haps the first time he had clear- 
ly heard a voice. 

“Nose,” he replied, looking 
startled at the sound of his own 
voice. 

Miss Purcell led him through 
the colors, “Cowboy,” “Hello,” 
and “Baseball.” 


Terry showed that he was not 
retarded. On his own, he went 
back to “Nose,” and the colors 
showing he understood them. 


Very pleased with the results, 
Miss Purcell wrote two letters, 
one to the committing judge, 
the other to Fred Heinemann, 
a Detroit hearing aid dealer. 

She asked the judge to fore- 
stall the committment. He did, 
for six months, pending results 
of the new efforts to help Terry 
adjust. 


She asked Heinemann for the 
gift of a hearing aid. 

In a short time, Heinemann 
himself was adjusting a $235 
Y-type hearing aid to Terry, 
a gift from his company. 

Miss Purcell said Terry was 
profoundly hard of hearing— 
but not deaf. 

“With all of the different 


homes Terry has been in it isn’t 
any wonder he has been emo- 
tionally upset and has been so 
hard to test in the past,” she 
added. 


There was evidence of dam- 
age to the ear at birth but, she 
added, his responses didn’t seem 
to indicate brain damage. 

Heinemann will return to 
make several adjustments of the 
hearing aid to give Terry the 
best that can be obtained. 


What is Terry’s immediate 
future? 

All who had a part in the 
reappraisal of Terry’s problem 
hope that he can be integrated 
into a special education pro- 
gram in Macomb County. 


At any rate, with love and 
affection, sadly lacking in the 
past, and the ability to under- 
stand what is being said, he may 
make a return to society and 
live a near normal life. 
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ature and in your advertising we urge you 
to fill in the coupon to the left and mail 
it today. We will send you a complete file 
of information regarding the requirements 
for certification by this Society. You'll be 
proud to be a member and to take part in 
our program and attend our educational 
meetings. 
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Society of 

Hearing Aid Audiologists 
Room 702 

28 West Adams Street 
Detroit 26, Michigan 
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Here is a “miracle of concealed hearing” that 
answers the needs and the desires of all your clients 
-+.. a tiny new instrument backed by the most 
respected name in the hearing aid field . . . Maico. 
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10 reasons why HEARING GLASSES 
BY MAICO EXCLUSIVE TERRITORIES AVAILABLE 


ARE EASIER TO SELL! 














| THE MAICO COMPANY « pep. 000 

e Wearer Looks the Same e Inconspicuous | 21.N. Third Street © Minneapolis 1, Minn. 1 
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happenings 





to individuals. 


PRODUCTS and PEOPLE is designed to keep you informed on current 
significant developments in the hearing aid industry and on significant 
Address contributions to PRODUCTS and 
PEOPLE, AUDECIBEL, P. O. Box 11, Lincoln Park, Mich. 














Minnesota’s Gov. Freeman 
Congratulates Qualitone 
On ‘Hidden Ear’ Aid 


Announcement by the Qualitone Co. 
of its new “Hidden Ear” cordless 
hearing aid brought congratulations 
from Minnesota’s Governor Orville 
Freeman to Chuck Hinz, Qualitone’s 
vice-president in charge of sales. 

Governor Freeman complimented 
Qualitone on its newest product and 
described “Hidden Ear” as “an elec- 
tronic marvel and a real contribution 
to better and more comfortable hear- 
ing for those afflicted with a hear- 
ing loss.” 





GOVERNOR FREEMAN AND HINZ 
Congratulations to Qualitone 


Electronically, Hidden Ear is a full 
scale hearing aid. The compact unit 
includes three transistors, tempera- 
ture compensated circuit, volume con- 
trol with off-on position, microphone 
cnd receiver. All these components 
are designed into one unit weighing 
less than one ounce. The Hidden Ear 
uses an RG-675 battery which will 
give up to 80 hours of good service. 
Because its Self-Suspension Contour 
Design permits it to be worn at ear 
level clothing noise has been elimi- 
nated entirely. 


Paravox Issued Patent 
On Case and Chassis 


Patent No. 2,761,018, issued to 
Paravox, Inc., August 28, 1956, ap- 
plies to a combining of an outer case 
of any material and an inner chassis 
so that the chassis supports the case, 
the case strengthens and protects the 
chassis. 

According to Paravox, this patent 
is considered “very far reaching in 
its coverage. For example, any hear- 
ing aid having an outer case with an 
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inner chassis which engages the outer 
case in such a manner and at such 
points that the outer case is sup- 
ported against deformation will be 
infringing.” 

Licensing of manufacturers, ac- 
cording to Paravox, will be granted 
on a “reasonable fee basis.” 


“How to Get the Most 
From Your Remaining Hearing” 


The person who sometimes thinks 
he has “cotton in the ears” may feel 
like an outcast at an outdoor bar- 
becue party, but he’ll shine as a con- 
versationalist in a closed automobile. 
According to L. A. Watson, president 
of the Maico Co., sound waves 
“bounce back” in the car. But they’re 
simply dispersed in open air. 

In his new book “How to Get the 
Most From Your Remaining Hear- 
ing,” Mr. Watson suggests the per- 
son with a slight hearing impairment 
may place himself before a_ closed 
window or solid wall to hear more 
sharply. He’ll also hear better if 
he furnishes his home with wrought 
iron, glass-top furniture, hard-sur- 
face plastic drapes and smooth-finish, 
uncarpeted floors. The man who tells 
his wife he “hears better down at 
the office’ knows what he’s talking 
about, Mr. Watson says. Upholstered 
divans, heavy drapes, luxuriant plants 
and soft carpet actually “eat up” 
sound. 

Lip-reading — greatest helper for 
the hard-of-hearing — may _ be 
learned before a television set with 
the volume turned down. But, Mr. 
Watson warns, it is well to remember 
the plight of the lip-reading spinster: 
She missed every marriage preposal 
because it took place in the dark. 

Surprising, the person who would 
like to get along without a hearing 
aid can best sharpen his auditory 
ability by wearing a hearing aid in 
private practice sessions. Mr. Wat- 
son points out that modern hearing 
aids are so small and compact, that 
they may be carried in pocket or 
purse and slipped into the ear for 
hearing practice. They can also be 
worn inconspicuously at theatres or 
public gatherings, where the person 
who is even slightly hard of hearing 
might otherwise find full partici- 
pation and enjoyment difficult. 

The 118-page book “How to Get 
the Most From Your Remaining 


Hearing” contains six complete chap- 
ters on the ear and hearing, how to 
know one’s own individual hearing 
problem, using modern acoustic prin- 
ciples to minimize a hearing handi- 
cap, and how to practice auditory 
retraining in private. Included are 
a list of 1,000 most commonly used 
words for hearing practice with the 
television set, a close friend or one’s 
own family. 

A copy of the book may be obtained 
for $1 by writing the Maico Co., 
Minneapolis 3, Minn. 


Expansion, Travel, New Product 
Revealed by Dahlberg Company 
Heading a list of newsworthy devel- 
opments at the Dahlberg Company 
recently is the introduction of a new 
transistor audiometer and _ portable 
sales kit. Weighing only ten pounds 
and small in size, the new unit is said 
to be as easy to carry as a briefcase. 
This compact new sales kit includes 
a pure tone transistor with inter- 
ruptor control, complete ear impres- 





DAHLBERG’S TRANSISTOR AUDIOMETER 
A complete sales kit 


sion kit, compartment for complete 
line of hearing aids, space for acces- 
sories as well as space for literature, 
and a colorful poster-size audiogram 
mounted in the cover for group 
demonstration. The audiometer is 
battery operated and can be used any- 
where. 

In their expansion move the Dahl- 
berg Company announces the com- 
pletion of their new engineering 
laboratory which adds 2400 square 


(See PRODUCTS & PEOPLE 
on page eighteen) 


AUDECIBEL — OCTOBER 1956 





~~ 





a 





Doctors hail unique advantages of the 


NEW BELTONE AUDIOMETER 


EXCLUSIVE NEW 
1 ELECTRONIC TUBE 
CIRCUIT MEANS 


* new low cost 


* new light weight 
(only 11 pounds) 


* new economy of upkeep 


* new freedom from 
most service problems 





NEW COMBINATION TONE INTERRUPTOR 
A new, exclusive combination tone and pulse switch 


INVESTIGATE HOW THIS MAY SIMPLIFY —‘“’™Plifies testing. 
YOUR HEARING TESTS 





This new Audiometer is produced by Beltone Hearing Aid 


P Company which has played a vital role in developing the 
You, like other doctors who have seen the new Beltone modern hearing aid. The latest Beltone Triple Transistor 
Diagnostic Audiometer, will be enthusiastic about the instruments offer a wide range of hearing corrections to 


insure greater accuracy in fitting individual hearing losses. 








advantages you can get from its new, exclusive features. 
They permit remarkably easy, accurate testing. You will 
be especially interested in these features: 





Send for FREE Brochure 


Mail coupon TODAY for illustrated 

brochure that gives complete specifica- 

NEW CONTINUOUSLY VARIABLE ATTENUATION tions of the new Beltone Audiometer. 

: : . . : in half No obligation. It also reveals how this 

that permits interpolation in single or even i veiliianiier dilierend tabtdlannbirdiies wate 
decibel steps. you money, nuisance and time. 





NEW CALIBRATED MASKING TONE 
which means much greater accuracy, stability, plus 
trouble free operation. 


OY lone 


Audiometer Division, Beltone Hearing Aid Co., Dept. 4-313 
2900 West 36th Street, Chicago 372, Illinois 


Please rush me, without obligation, FREE brochure that describes the 
new Beltone Audiometer and the unique advantages it can give me. 
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NAME 

ADDRESS 
CITY ZONE STATE 

DIAGNOSTIC AUDIOMETER SOCOSOSOSSSSSSOSSSOOSOOSOSSSSSOSOOSSOSESSSESESOSEESOSESOOSEOESES 

Model 10A This advertisement also appears in the November issues of 
Archives of Otolaryngology. 
BELTONE HEARING AID COMPANY @ MAKERS OF TRIPLE TRANSISTOR HEARING AIDS Laryngoscope and 
2900 West 36th Street, Chicago 32, Illinois Eye, Ear, Nose & Throat Monthly. 
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feet to these facilities at Dahlberg. 
The new area includes offices for the 
entire staff and a well-lighted draft- 
ing room. A specially designed sound 
room is under construction in an ad- 
jacent area and a special section is 
provided for the final test department 
and service and repair departments. 

Travel plans recently announced by 
The Dahlberg Company include an 
extensive trip to Europe and Russia 
by Kenneth H. Dahlberg, president, 
and a Latin American tour by Man- 
uel von Rabenau, sales manager for 
Dahlberg International. Mr. Dahl- 
berg will visit European distributors 
and investigate possible markets in 
the U.S.S.R. 


Miniature Mercury Battery 


The longest service life ever avail- 
able in exceptionally miniature size is 
claimed for a new mercury cell devel- 
oped by General Dry Batteries, a 
division of P. R. Mallory & Co., Ine. 
Designed for use with new extra- 
compact types of hearing aids soon to 
be introduced, the new G-675 cell is 
rated at 175 milliampere-hours, yet 
is only 0.450” in diameter and 0.200” 
high. 

The G-675 is supplied in packages 
of six in a handy slide dispenser of 





GENERAL DRY’S NEW G-675 
. . in clear plastic package 


clear plastic and is enclosed in a con- 
venient ready-to-mail envelope. 


Iowa State Gets 
Gift, Grant 


A newly developed audiometer has 
arrived in the department of otolaryn- 
gology at the State University of 
Iowa’s college of medicine as a gift 
from the Beltone Hearing Aid Co. 

The company has also awarded 
SUI a $1,200 grant to be used in the 
purchase of equipment for use in a 
hearing research laboratory planned 
for the new Medical Research Center 
now under construction at the uni- 
versity. 





Greenbaum Named by Otarion 


William H. Greenbaum has recently 
been named as vice president of 


Otarion, Ine, 
hearing aid 
manufacturers of 
Dobbs Ferry, 
New York. Mr. 
Greenbaum joined 
Otarion in 1955 
as Director of 
Engineering fol- 
lowing an exten- 
sive career in the 
Greenbaum field. 

Mr. Greenbaum has a Master’s 
Degree in Electrical Engineering 
from New York University and is 
author of technical articles and let- 
ters patent relating to the field. 


Two-Channel Audiometer 


A clinical two-channel audiometer 
that conducts nearly all types of hear- 
ing tests with speed and accuracy has 
been introduced by the Beltone Hear- 
ing Aid Co., Chicago. 

Designed for use by physicians, 
clinicians and audiologists, in either 
one or two-room arrangements, the 
audiometer, catalogued as model 15-A, 
also can perform all types of tests. 

Among the tests possible on the 
instrument are: binaural and 
monaural equal loudness, Stenger, 
difference limen and above threshold 





© Kound-Upe at veavtine 


(Continued from page 3) 


and will revolve around what 
different kinds of tests dis- 
criminate among hearing aids 
for particular patients. 

Moderator for the discussion 
is Dr. Ira J. Hirsh, Central 
Institute for the Deaf, St. Louis. 
Other panel members are: Dr. 
Moe Bergman, Hunter College, 
New York; Dr. Aubrey Epstein, 
University of Pittsburgh; Dr. 
Kenneth O. Johnson, San Fran- 
cisco Hearing and Speech Cen- 
ter. 

A complete report on this 
interesting discussion will be 
presented in the December is- 
sue of AUDECIBEL. 

aS 


CHURCHILL’S NO FOOL 
At the insistance of Bernard 
Baruch, Winston Churchill is 
wearing a hearing aid presented 
to him by Mr. Baruch. He has 
promised to wear it faithfully, 
and does — with one exception. 
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He switches it off when the Op- 
position is speaking. 

— 
MORE ABOUT TERRY 


A sequel to the story on Terry 
Frank that appears in this is- 
sue of AUDECIBEL was print- 
ed in a Detroit newspaper just 
at deadline. A deaf couple has 
offered a permanent home for 
Terry. Several phone calls were 
received by the probate judge 
handling Terry’s case but he 
stated: “this is the only unquali- 
fied offer of a home for Terry.” 

_— 
QUEEN WANTS 
HEARING AID 

The mother of two deaf 
youngsters wore Hollywood’s 
“Queen for a Day” crown on 
September 12th when she wish- 
ed for a hearing aid for Mike, 
the older, and a fence to keep 
both him and younger sister 
Karen in the yard. Both wishes 


came true, plus a hearing aid 
for Karen when _ she’s old 
enough. 
a 6p 

S.H.A.A. MEMBERS 
ATTENTION 

All members in good standing 
will be getting a letter telling 
you when your classified tele- 
phone book goes to press so 
that you may place your listing 
under the trade mark heading 
“Hearing Aid Audiologists.” 

You must be a Certified 
Hearing Aid Audiologist to get 
placement under this heading. 
This opportunity for you rep- 
resents a long battle by your 
Society — be sure you take ad- 
vantage of it. Full details will 
be forthcoming in your letter. 

— 

AUDIPHONE DEALERS 
TO MEET 

The Audiphone Dealers As- 
sociation (dealers for Audivox, 
Inc.) will hold a meeting in Chi- 
cago on December 7, 8, and 9, 
at the Hotel Sherman. All mem- 
bers are urged to attend. 


AUDECIBEL — OCTOBER 1956 





BELTONE’S CLINICAL AUDIOMETER 
One or two-room arrangement 


audiograms in addition to many 
others. Choice of either white noise 
or complex masking is available. 

Both attenuators, graduated in one- 
decibel steps, are continuously var- 
iable, eliminating clicks. This fea- 
ture, according to the manufacturer, 
enables more accurate defining of the 
balance between the two ears. 

The audiometer provides inputs for 
psycho-galvanic skin response tests, 
delayed speech tests transmitted by 
the recorder and a _ warble tone 
adapter. It features a complete 
range of octave frequencies from 125 
to 8,000 c.p.s. and intermediate fre- 














Additional Information On These Products 


Audecibel readers are urged to mention the name of this 

magazine when contacting any of the firms revealing new 

products on these pages. If you prefer you may send your 

name and address to Audecibel at Box 11, Lincoln Park, 

Michigan and we wili secure such additional information as 
you may require on any of these items. 

















quencies from 750 to 6,000 c.p.s. It 
has extra 560 and 1,000 cycle oscilla- 
tors and provides both manual and 
automatic pulsing of tones. 


Audiometric Testing Room 

A new “general purpose,” lower 
cost audiometric testing room — the 
series 200 — has been designed by 
Industrial Acoustics Co., Inc., 341 
Jackson Ave., New York 54, N.Y., to 
meet less severe noise attenuation for 
use in relatively quiet areas. 

Features include “Noise-Lock” 
doors, windows and vent silencers; 
rubber cushions; floating floors; and 
audiometer jack panel and noise-lock 
corners and joints. 

The rooms are prefabricated, and 
according to the manufacturer, are 
easily assembled, dismantled and 
moved from one location to another. 














IAC LOW-COST TEST ROOM 
. prefabricated, easily moved 











CHEYENNE MAN, WIFE FIND 
PROMISE OF NEW HAPPINESS 


OF ALL STYLES 
aud of ALL MATERIALS 





Aigh Zuality Products 
FOR 20 YEARS 











RECOMMENDATIONS on earmolds based 
on our broad experience in the Hearing Aid industry is 
available to our customers. 

WE ARE SUPPLIERS of FORMTEX impres- 
sion compound, the very finest for high fidelity impressions. 





photo courtesy Cheyenne, Wyoming Eagle 

Two happy people hear each other speak for the first time thanks 

to a Melody Master unit owned by the University of Wyoming 
Speech Clinic. 


The joy that comes from finding residual hearing and then 
developing it can be yours with SDEAL MELODY MASTER 
Auditory Training juipment - since 1948 known for out- 
—- electronic ] Now used in 39 
> — s — a church, saving up to 70% of 
the = all of correction and improvement. 
The clear, y By a NATURAL quality of sound provides 
better hearing before the use of a wearable aid in many so- 
called “hopeless cases.” Would you like a dunenstredion ? 


Write today. 
loped and Manufactured by 


MELODY MASTER MANUFACTURING COMPAR 
2842 N. Cicero Ave. Chicago 41, Ill., U. S. / 


Hearing aid dealers who specialize in a more com- 
plete hearing service are invited to write for details. 


FINE TEXTURE, very slow se‘ting and lack 
of tackiness makes FORMTEX a most welcome newcomer 
in the Hearing Aid industry. 








Ask for our brochure and 
further particulars 


SCIENTIFIC MOULDING LABORATORIES 
55 E. WASHINGTON STREET 
CHICAGO 2, ILLINOIS 
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pAduice of Counsel 


by FELIX VISK 


Assistant Secretary and Legal Counsel, 


S.H.A.A. 





ECENTLY the wife of a friend 

of mine saw a car just ahead 
of her backing out of a parking 
lot in such a manner as to make 
a collision inevitable unless the 
backing car stopped. 


She blew her horn vigorously 
but the car continued to back 
up and, as anticipated, hit her. 
Now Midge is small but firey, 
and she thinks a lot of that car, 
so she started a verbal attack on 
the other driver. Imagine her 
consternation when the other 
driver walked over and said 
“T’m sorry; I’m deaf—I can’t 
hear you.” 

DO ANY states test hearing be- 
fore issuing drivers’ licenses? 
I’d appreciate hearing of those 
which do. 

I know that Illinois and Wis- 
consin do not even ask if an 





applicant’s hearing is normal or 
if they wear an aid, yet both 
states will inquire about phys- 
ical defects generally and limit 
a license accordingly. For ex- 
ample, Illinois will test the eyes 
of an applicant, and the fact 
that you need glasses to drive 
will be noted on the license. It 
is a violation for such a person 
to drive without them. 


Why not hearing aids? After 
all every state requires autos to 
have horns in working order. 
What good is a horn if the other 
driver can’t hear it? 

1 had intended starting a 
series concerning contracts— 
what a contract is, what are its 
elements and the remedies for a 
breach—but I was struck with 
the circumstance described. 


A contract is an accepted 





subscriptions to AUDECIBEL - 
Audiologists. 


who do not now receive AUDECIBEL. 





TO AUDECIBEL MAGAZINE TO: 


Extra SUBSCRIPTIONS zo AUDECIBEL 
ave available at $3.00 fer year 


YOU can help disseminate informaton about hearing problems by ordering extra 
official publication of the Society of Hearing Aid 


Send in your order for a subscription for members of your firm or organization 
Or have an extra subscription mailed to 
your home, where you may read it at your leisture. 
for a friend who may be interested in problems of hearing. 

Use the convenient coupon below to order your extra subscription. 


Please cead A ONE-YEAR SUBSCRIPTION 


Name 

Address . 

City : State 

C) $3.00 Enclosed C) Bill Me 


Or send in a subscription 


MAIL THE 
COUPON 
TODAY TO: 
AUDECIBEL 


LINCOLN PARK, 
MICHIGAN 





| 
| 
| 
| 
| 
| 
BOX 11, 
| 
| 
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offer to do or refrain from do- 
ing a certain thing for a con- 
sideration. 


For example (one often used 
by my old professor in law 
school): I offer to sell you my 
watch for $5. You say, “T’ll 
take it.” The contract is com- 
plete, and I am bound to sell 
the watch to you. You are 
bound to pay me $5. The con- 
sideration here is my promise 
to sell the watch and your pro- 
mise to pay for it. 


On the other hand, suppose I 
say to you, “I have an old watch 
at home that you could use. I'll 
put it in my pocket and the next 
time I see you I'll give it to 
you.” 


You say, “Thanks, so much. 
Hope I see you soon.” 


Two days later we meet, and 
you ask me for the watch, and 
I tell you I changed my mind 
and gave it to my grandson. 
Being put out you hire a lawyer 
and sue. No dice. My offer 
was merely to make a gift; there 
was no consideration passing 
between us. No “quid-pro-quo.” 


I often have people tell me an 
agreement was not binding be- 
cause it wasn’t in writing. And 
just as often I have to disabuse 
them. Only certain types of 
agreements must be in writing 
to be enforcible. 


Under the statute of frauds, 
in force in all the states, in one 
form or another, these are: 
contracts that cannot be per- 
formed in one year; contracts 
for the sale of personal property 
for more than a certain sum as 
fixed by statute (in Illinois, 
$500); contracts relating to 
rights in real estate other than 
leases for less than a year 
(watch this one—some states 
require all tenancies to be in 
writing) ; contracts to answer 
for the debt, default or miscar- 
riage of another; and contracts 
of an administrator, executor or 
guardian to answer for the debts 
of the estate in his charge from 
his own pocket. More about 
these in the next issue if you 
good readers feel that any of 
this is of interest. 
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MR. HEARWELL'S 


Notebook 


(Continued from page ten) 








i 
— 
your hearing, Mrs. Jackson. 
We'll have to see how much you 
do hear and what you are miss- 
ing. We’ll also have to find out 
whether we can help you.” 

Mr. Hearwell stood up to help 
her to the hearing test room 
with the audiometer and the 
other electronic testing equip- 
ment that have been developed 
in the past quarter century. At 
the same time he rang for Mary. 

He placed her in a chair and 
Mary helped her adjust the ear- 
phones. Mr. Hearwell began the 
test with the pure tones. 

When he was through, he 
knew she had an average 40- 
decibel loss in each ear, a typical 
mild falling curve, with some 
indication of recruitment. 

This recruitment factor was 
observed because Mrs. Jackson 
heard loud sounds as loud, or 
nearly as loud, as one who has 
normal hearing. Mr. Hearwell’s 
tests revealed that once her 
somewhat deadened auditory 
nerve was activated by a sound 
of 60 or 70 decibels they would 


The editors of Aude- 
cibel would appreciate 
your comments on Mr. 





Hearwell’s column. 
May we hear from 
you? 

* 


“recruit” the loudness of high 
pitched sounds lost in the first 
40 decibels. 

Later, on the spondee record, 
he noted that she was confused 
and couldn’t tell that the first 
word was “sidewalk,” but when 
they reached the word “base- 
ball” he was pleased to note that 
she understood it. He made a 
note of the amplification at 
which she understood half of 
the words and found it agreed 
with the pure-tone test. 
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Finally when he changed the 
record for the phonetically-bal- 
anced word record, he listened 
as Mrs. Jackson made such mis- 
takes as saying “my” for “star,” 
and he noted her score. She had 
missed 46% at the words. 

Finally the tests were 
through. Mary stepped in and 
helped Mrs. Jackson remove 
the earphones while Mr. Hear- 
well appraised the results of the 
tests with notes and calculations. 

“Well what’s wrong with my 
hearing,” Mrs. Jackson de- 
manded of Mary. “We'll let you 
know in a moment, Mrs. Jack- 
son,” Mary said patiently. 

Then began the fitting of a 
hearing aid. Mr. Hearwell asked 
Mary to bring in the hearing 
aid he had found most success- 
ful in this type of loss. It cost 
$175.00. There were some be- 
side it that cost more than twice 
that amount. But they were de- 
signed for other problems than 
this. 

When they were back in his 
office, Mrs. Jackson said, “This 
doesn’t seem to do much good. 
I don’t think I want a hearing 
aid if this is all you can do for 
me. I could hear you just as 
well without it.” 

“You have to be patient Mrs. 
Jackson,” Mr. Hearwell explain- 
ed. “I don’t have it adjusted 
to make things sound loud to 
you. There’s a good reason for 
that. When it’s very loud, loud 
enough to sound loud to you, 
your ear distorts the sound and 
all you hear is a lot of noise.” 

“TI would like to see you start 
with it like this. It has been a 
long time since your ears have 
have tried to pick up sound at 
the level of loudness where that 
hearing aid is adjusted. 

“Let’s give the ears 10 days 
to adjust, then you come back. 
Then we’ll adjust the hearing 
aid again. During the first 10 
days I want you to use the hear- 
ing aid only at home. If it works 
out as I believe it will, although 
you'll never be able to hear as 
well as you did when you were 
young, I believe I can make you 
understand more of what peo- 
ple are saying to you.” 

(See MR. HEARWELL on next page) 





A Sure Cure 
for what ails 
Your Sales! 


98% of the hard of hearing ques- 


tioned want a hearing aid without cords 
or a receiver button in the ear and with- 
out clothing noise. 





HERE IT IS! 


87% of those tested can hear with 


Qualitone’s Hidden EAR worn inconspic- 
uously and comfortably behind the ear. 
with no cord or receiver button in the ear. 
Because it is worn at ear level, there is 
no clothing noise and the telephone can be 
used naturally. 


Qualitone’s Hidden EAR. weighing only 
fractions of an ounce, has a three transis- 
tor, temperature compensated circuit and 
conventional on-off volume control. It uses 
a low cost 80 hour battery. With exclusive 
self-suspension contour design it can be 
securely worn behind either ear. 


A sure cure for ailing sales is to give them 
Hidden EAR. 98% of the hard of hearing 
want a hearing aid without a button in 
the ear, one that clothing noise will not 
affect . . . . Hidden EAR is the answer 
for nearly all of these persons. 


This sales making hearing aid is 
available now! Get the facts. 


Mail this coupon, while it’s handy. 


The Qualitone Company 
| 4318 Upton Avenue S. 
Minneapolis, Minnesota 

Send, without cost or obligation. facts 
and price of Hidden EAR. 
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Mrs. Jackson looked at him 
a moment. “I do hear a little 
better. But it’s not what I ex- 
pected. 

“All right, though. I’ll take it, 
if what you say is right it will 
be worth every cent. But I’m 
only doing it because of Mrs. 
Pierce’s faith in you.” 

Mr. Hearwell smiled. “I’ve 
been in this business for a long 
time,” he said. “I’ve seen many 
cases like yours. We have help- 
ed many cases like yours. 

“T don’t want you to take the 
hearing aid because of Mrs. 
Pierce but because you believe 
I can help you hear better and 
because you want to hear better 
and because you have believed 
what I have told you.” 





Encountering New Earmold 
Problems With Hearing Aid 
Glasses? ? ? ? 


MANY DEALERS ARE - - 
AND ARE FINDING 
A SOLUTION WITH - - 


Mid-States SOFTEX EARMOLD 
SOFTEX EARMOLDS have 


swept the nation used conven- 
tionally — Now applied to hear- 
ing aid glasses, SOFTEX EAR- 
MOLDS are proving THE AN- 
SWER to close acoustical seal 
with comfort to the user. 


SOFTEX was developed by hear- 
ing aid people for hearing aid 
people. 


CHARTER MEMBERS: 
Hearing Aid Industry 
Conference, Inc. 






600 N. Francis 
Wichita, Kansas 








“The QUALITY Earmold Facility” 
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S.H.A.A. Gains South African Member; 





Has Nine Applications Pending 





Mrs. Jackson thought about 
that a moment. “What if some- 
thing goes wrong in the mean- 
time? What if this fool thing 
should stop working or get too 
loud?” 

Mr. Hearwell explained: “You 
call me right away. I'll give 
you my home number. That’s 
part of what you are paying 
for when you buy the hearing 
aid—my services. I stand be- 
hind everything I tell you and 
everything I sell you. If the 
hearing aid gives you as much 
pleasure from life as I know 
it can—you will get to know me 
almost as well as you know Mrs. 
Pierce.” 

Mrs. Jackson wasn’t through, 
however. She had the last word. 
“T’ll take it then. But I warn 
you. I’ll call the minute I think 
it’s not doing any good.” 

And she did call—in person 
ten days later on time for her 
appointment. 


After the tests and a new ad- 
justment of the hearing aid, 
Mrs. Jackson smiled a_ bit 
shame-faced. 


It was at the door as she was 
leaving. 

“You were right,” she said. 
“T do hear better. Not excellently 
—but enough better so it is 
worth it.” 

This time, Mr. Hearwell had 
the last word. “You have to have 
faith in me,” he said. “I believe, 
in fact can be sure now with 
this week’s tests, that you are 
going to hear even better—but 
it can’t all be done in a day. Re- 
member, don’t wear your hear- 
ing aid outdoors yet and come 
back to see me two weeks from 
today.” 

Mrs. Jackson smiled and left. 
Mr. Hearwell went back into his 
office and made notes concern- 
ing the adjustment he had made 
to Mrs. Jackson’s hearing aid 
for her file as he waited for the 
next client. 


With the coming of fall new 
life is stirring in the inner work- 
ings of your Society office. Five 
individuals have recently been 
accepted for certification by the 
Certification Board. One of 
these men, Capt. G. Reichen- 
berg, is from Cape Town South 
Africa and we extend him a 
special welcome. 

Other new members are: ~” 

George N. Allen, Knoxville, Tenn. 
D. C. Taylor, Detroit, Mich. 
M. J. Greinert, Bushkill, Pike 


County, Pa. 
Leonard L. Miller, Akron, Ohio. 

We sincerely hope that other 
Certified Hearing Aid Audiol- 
ogists in these areas will call 
these people and extend a wel- 
come and congratulations. 

Membership applications are 
pending for the following: 

Stanley W. Williamson, Hunting- 
ton Woods, Mich. 

Dale L. Van Horn, Fairmont, 
W. Va. 

Telex Hearing Center, St. Paul, 
Minn. 

Rawlings Opticianry, Fairmont, 
W. Va. 

Angus McL. Brown, 
ns Xs 

Herbert J. Milsom, Long Beach, 
Calif. 

Owen E. Adkins, Jr., Los An- 
geles, Calif. 

Mace Warner, Denver Colorado 

James H. McGrath, Albany, N. Y. 

Three members were lost dur- 
ing recent months. Mr. Kay A. 
Leep, C.H.A.A. of Portland, 
Oregon, by death; and Kathryn 
M. Carver, St. Paul, Minn., and 
Audiphone Co. of Miami, Miami, 
Fla., by cancellation. 

Miss Phyllis Kaschuk has re- 
placed Miss Louise King in the 
office of the president of the 
Society. Miss King has retired 
to embark on a matrimonial 
career. We extend our welcome 
to Miss Kaschuk. 

Individuals or firms wishing 
to receive full information on 
the requirements and conditions 
of membership in the Society of 
Hearing Aid Audiologists may 
receive these details by filling 
out and returning the coupon to 
be found on page fourteen. 
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Syracuse, 




















A pattern has been established... 





IS THERE MAGIC IN THE NUMBER “10” IN THE 
HEARING AID INDUSTRY? 


In 1934 when bone conduction was first widely 
promoted, aggressive dealers got on the band- 
wagon and moved to the top. 


Ten years later in 1944 came another innovation 
— the single unit aid. Thousands who had re- 
jected hearing aids now bought and wore them. 
Once again, leading dealers capitalized and went 
to the top. 


Another ten years pass and it’s December 1954 
— when the most revolutionary change of all 
time occurs in hearing aids. Otarion, pioneer 
in the field since the 1930’s, introduces The 
LISTENER — the world’s first full-power 
transistor hearing aid built completely within 
modern, good-looking eyeglasses, in attractive 
styles for men and women. 


Yes, and the expected has again happened accord- 
ing to the established pattern. Again, alert 
dealers across the Nation recognizing “opportu- 
nity” are signing up with Otarion and selling 
what thousands of users have already said is the 
world’s finest hearing aid — The LISTENER — 
the one that brings the greatest user referrals 
in history. 


The LISTENER was designed and perfected under the direction 
of Leland Rosemond. pioneer in electronic hearing, after a 
quarter century of research and experience. 


Today Otarion dealers have become or are rapidly 
becoming the big dealers in their areas. They’re 
telling us that it’s great to be with a company 
they can believe in, selling a product that far 
outstrips anything else. 


Otarion, Inc. has become the rallying point for 
sincere hearing aid distributors. To a man, they 
agree that it’s a great company to be with, and 
has the finest products available. If this inter- 
ests you, write us in confidence. 





WHAT THIS MEANS TO THE MEDICAL PROFESSION: 


Many doctors have told us that, until the advent of The 
LISTENER, their problem was to get the paiient to wear 
a hearing aid for the first time, when such a course was 
indicated. With The LISTENER, this problem has been 
largely overcome because The LISTENER almost entirely 
eliminates the breaking-in period and never draws attention 
to the person's deafness. In fact, in the large majority 
of cases The LISTENER actually improves the wearer's 
appearance. We invite you to send for particulars. 











DOBBS FERRY 24, N. Y. 


Ofarion Inc. 








AUDECIBEL [ak Rare 


Box 11 — Lincoln Park, Mich. U. S. POSTAGE 


PAID 
DETROIT, MICHIGAN 
Form 3547 Requested Permit No. 7968 





FOR < 


VACUUM TUBE 


“= 


HEARING 


AIDS 








Kes c 
ok KR otahsbebsts |, Lids J, " shee Fe : i L.£.2J. tabeboby \, dell vas ih wads secoe editstetstdstadsdscotterrcdontnad csr drardhndacleadled 
bee | od i way iy RI Oe ih by Fuad 
. 

ata a PS Fe ‘ NO. E502 


stbst wane aan les ads MERCURY BATTERY 
aH aA hi "am bya A mm 


PEEEPEPEELEEE EP ERP EP EPEEPEEEEEPEP EP EEPEPEPPEPPPREEERED PREPPEHTEEL PEEFEPPEEPTEPE PEPER PEPEELPEEE PEPER 
AAA AIGA ALAN ei MAMMA 





EVEREADY 
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ngineered for better hearing...longer battery life 














